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Blanding SBDC

Taste of the Four Corners
Caterers shine as small-business success story by Marley Shebala 
Navajo Times Business Section 

January 31, 2008

MONTEZUMA CREEK, Utah – For Vincent Eli Hernandez, head chef for Taste of the Four Corners, the hardest part of starting a business on the Navajo Reservation was the language.

Hernandez, 31, is a Hispanic from Phoenix whose primary language is English.  So he relies on his wife, Lourdes R. Long, to translate when he deals with Navajo customers. 

Long, 28, is also Hernandez’s boss because technically she owns the catering business, which is based in her hometown of Red Mesa, Utah.  


Long, who is Tl’izi Lani (Many Goats clan), born for Bit’ahnii (Within His Cover Clan), said they’ve been caterers since 2004 but didn’t officially become a business until 2007, when they became clients of the Aneth Community Development Corporation. 
The nonprofit corporation is located in Montezuma Creek, Utah, about 20 miles north of Red Mesa, and its mission is to help Navajo entrepreneurs incubate their business ideas. 
Hernandez said he and wife had attended a workshop of the corporation where he met the director, Cliff Tohsonii, and the idea was planned to start a full-fledged business.  
Hernandez had the basic skill-he graduated from the Scottsdale Culinary Institute in 2005 – and a job working for the Red Mesa school district.  Long, who met her husband when she was a student at Scottsdale Community College had a nose for business. 

Once they settled in Red Mesa, the informal catering business they had started got busy, and they saw potential for more.  

At the workshop, Hernandez recalled, “Tohsonii wanted to know who we were, what we did, who we catered for, who our contacts were.  And then he asked if we’d consider making (Aneth CDC) a financial partner.”  They would, and did.  

Malcolm Benally, a counselor at ACDC, became their “success coach” and helped them create a business and marketing plan, an individual development account, business loan proposal, and a lot of new ideas, Hernandez said. 

Over the next two years, Taste of the Four Corners became an example of small-business success and Benally now says, “They are pretty much on their way to becoming one of our big customers.”  
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Long said what had started with a bottle of her husband’s homemade salsa is now a catering business that serves schools, health clinics, chapter houses, federal agencies, and other businesses, including trading posts. 
Following Benally’s advice, they rely on word-of-mouth to expand their business instead of spending money on newspaper and radio ads.  It works just fine in their area, she said. 
“We go to a business and talk about the business we provide,” Long explained.  “It really works.  When we go out of town, we’re recognized and people ask for our menus.  We have jobs set up for next year.” 

Long, who manages the business end of things, is now looking to expand into Window Rock and possibly Gallup.  
“You have to think outside the box,” Hernandez affirmed.  “If they can do it, why can’t I?”  But you have to have passion and drive for what you do. And encouragement.”  
They get a lot of that from the local school district, the Montezuma Creek clinic, and the Teec Nos Pos and Red Mesa chapters, Long noted. 
In return Hernandez said they hire local people, especially high school students, as temporary help. 
“To me, it’s better to get high school kids that are ready to get out into the open,” he said.  “They’ll get a taste of the responsibilities and being an adult. 
It’ll help them think about a career and working for themselves, instead of 
someone else.”  
Hernandez learned to cook from his grandmother, who would rise at 5 a.m. to begin preparing fresh salsa and homemade tortilla. 
Now the couple’s menu includes Mexican specialties such as nopalito salad (made with baby cactus pads), tomatillo sauce, and his signature salsa. 
But he, in turn, has developed a taste for Navajo food – “I love mutton,” he gushed – and especially for the way Navajo people enjoy themselves around 
food. 
“It brought back memories of my family,” Hernandez said.  “How we’d barbecue and never exclude anyone.  To me, getting everyone together and cooking is my passion.” 
And, he said, there’s so much opportunity on the Navajo Reservation for small businesses.  
“Being born and raised in the city,” I’ve experienced how corporations can intimidate small businesses,” Hernandez said.  “Here, small businesses are a community thing.  To me, it seems like there’s heart here.  The 
community helps each other.  The help may not be big but it’s something.”
For more information:  (928) 656-3279.   
   
   
   
The Blanding SBDC has worked closely with the Aneth CDC since its inception.  The Aneth CDC is a non-profit Community Development Corporation with the purpose of providing financing and technical assistance to the Native Community on the Utah portion of the Navajo Nation.  Brent Redd, Assistant Director of the Blanding SBDC serves as a volunteer on the Board of Directors and is currently Vice-President. 
The Blanding SBDC has a longstanding working relationship with Cliff Tohsonii, Director of the Aneth CDC.  We (the Blanding SBDC) have worked with Cliff and also directly with the Taste of the Four Corners in helping them become successful.  In addition to providing business consulting and direction to the Taste of the Four Corners, we were able to facilitate the donation of surplus restaurant equipment to them.
Aneth CDC Mission Statement:  ´”The Aneth CDC is a Native Community Development Financial Institution that seeks to improve economic conditions on the Navajo reservation by promoting community and economic development, by increasing business ownership opportunities, teaching financial literacy and increasing the number of quality jobs available in the area.  Aneth CDC provides long term technical assistance and many techniques to accomplish this mission.”

Patio Drive In
Blue Mountain Panorama, March 5, 2008 
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The Blanding SBDC has worked with Brian and Suzy Bayles during the whole process of them buying the Patio Drive-in.  “We started by going over the numbers with them during the purchase analysis and buying decision.  We went over operational issues and product pricing policies.  We worked with both sides (the seller and the buyers) to help them come to a mutually beneficial agreement.  We helped the Bayles’s put together a business plan and get ready for a loan application.  They are great people – a real asset to the community and we hope they will be a solid, long term business.  We look forward to continuing to work with them throughout their business career.”
Cedar City SBDC

A Mane Attraction
Holly Porter is the owner of A Mane Attraction, a full-service salon.  Holly met with an intern of the Small Business Development Center at Southern Utah University in February, 2008.  The intern explained and demonstrated AFCI’s Dashboard Assessment tool to Holly.  Holly then went through the lengthy exercise of answering all 160 questions on the Dashboard Assessment.  The SBDC intern met again with Holly to answer any questions that Holly had regarding the assessment and then a full business assessment and analysis was done on the completed dashboard.    

Craig Isom, director of the SUU Small Business Development Center, and the intern analyzed the data and a report was created.  Several recommendations were given to Holly from the above-mentioned analysis. Here are a few of the recommendations given:  1) Develop a knowledge and understanding of financial measures.  It was recommended that Holly determine and analyze profit by product line.  2) Increase communication and customer focus.  Customer satisfaction surveys and following up on referrals was recommended.  3) Create incentive programs for employees and drive employee involvement.  

Goals were created for improved profitability and efficiency in the business.  The “yellow” and “red” items from the Dashboard will become Holly’s focus in the near future.  The SUU Small Business Development Center hopes to continue to be involved in the process of helping to improve business efficiencies for A Mane Attraction.    

About the services provided by the SUU Small Business Development Center, Holly said “The Dashboard Assessment Tool was a very worthwhile activity.  The process was a learning experience that made me really think about the issues involved with my business.  I recommend the Dashboard tool for any existing business owner who wants to really step back and take an in-depth look at their company.” 


Holly Porter, Owner

A Mane Attraction

25 West Center Street 

Cedar City, UT  84720

Phone:  (435) 865-7479

holly@hollyporter.com 

Wow Eatery

Gina Ratcliff came in to the Small Business Development Center located at Southern Utah University in April of 2008.  She was interested in starting a vegetarian/vegan healthy whole foods café.  Gina described to Craig Isom and Joni Anderson her marketing ideas and her plans for the location of the café.  Gina had done cost and breakeven projections, so we reviewed the numbers and discussed her menu with her.  We also walked her through the legal startup process.  We later sent Gina a financial and business plan template that she used to put together her projections to take to the bank for a loan to cover her startup costs.  

Wow Eatery held its grand opening on May 30, 2008.  The business philosophy is to “feed the mind, body and spirit”.  Most of the food served at Wow Eatery is organic and many of the herbs are gown on site.  The menu offers daily soups, salads, sandwiches, vegetarian tacos, sloppy joes, and freshly baked desserts.  Wow Eatery also features specialty drinks such as smoothies, wheat grass “shots”, and teas.

Gina Ratcliff was very prepared when she came to the SBDC at SUU for her startup assistance.  She had thought through many of the issues involved in her business startup.  Gina diligently put together her financial plan and made sure that all of the details were included.  Gina is very well-known in the community and her drive and energy help her to succeed in everything that she does.  She truly cares about her customers.  

About the assistance provided by the SUU Small Business Development Center, Gina said “Craig and Joni at SUU’s Small Business Development Center were of great help to us.  They had wonderful and thought provoking advice and gave me the tools to put together a great business plan and financials.  The bank was very impressed with my preparation and approved me for my loan.  I’m so very grateful that such a service is provided for our community.  I know that they are there for me to ask questions and get solid answers.  I look forward to continuing my relationship with them and sharing my success with them!  I’ve recently completed my first month since opening and am very excited by the response from the community.”     
Gina Ratcliff, Owner

Wow Eatery

5 North Main Street

Cedar City, UT  84720

Phone:  (435) 

gina.ratcliff@mortgagefamily.com 

http://www.woweatery.com/ 

Ephraim SBDC

Applied Composite Technology Aerospace

Helping our nations war fighters, supporting local economy
June 25, 2008 

Roland Christensen was raised as a fourth generation resident of the small town of Fayette, Utah (population, just over 200).  He graduated from Gunnison Valley High School, and the University of Utah with a Doctorate of Science in Mechanical Engineering. He then served with the U.S. Army Corps of Engineers. After an honorable discharge as a Captain, he worked for the next 12 years in various fiber science positions such as: Rocket Scientist for Hercules Inc, Director of Engineering of Fiber Science Division of Edo Corp, and Vice President of Engineering at Fibertek. 
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In 1985 Roland started his own company, Applied Composite Technology, which has since branched into several companies including Applied Composite Technology Aerospace (ACTA).
ACTA is an SBA HUB Zone small business.  As an AS9100 registered company, ACTA is a producer of hand lay-up, autoclave cured composite aircraft and rotorcraft parts that further enhance the survivability of the nation’s war fighters.  These parts support the manufacturing of both the H-1 helicopters and the V-22 tilt rotors produced by Bell Helicopter for the U.S. Marines. 

In July of 2007, ACTA entered into the Department of Defense’s Mentor-Protégé Program (MPP) with Bell Helicopter as the Mentor.  Six months later, upon needing additional assistance, ACTA became a client of the Utah Small Business Development Center at Snow College.  At Bell Helicopter’s request, the SBDC agreed to serve as a Mentor-Protégé program partner and committed significant time and resources to helping ACTA meet numerous objectives outlined in their developmental plan.  The magnitude of required assistance necessitated the SBDC’s orchestration of various resource providers and experts. 

The first major objective addressed was a six-month process of strategic planning.  The SBDC coordinated this effort, facilitated the planning process and provided technical assistance for drafting the planning document.  The first step was to assemble a team of key individuals from Bell Helicopter, ACTA and several expert advisors including:

Mark Holmes, MBA – SBDC regional director and SBA’s 2002 Minority Small Business Advocate of the Year.  Gary Harter – Managing Director for the Utah Governor’s Office of Economic Development’s Business Creation Team.  Dr. William Pratt, PhD in Mechanical Engineering – Director of USTAR’s Southern Utah Technology Outreach program.  David K. Sorensen – Executive Director of Utah’s Manufacturing Extension Partnership (MEP).  Dr. Quinn G. McKay, D.B.A from Harvard – Vice President of Strategic Development for STAR consulting.
According to Andy Hill, ACTA General Manager, “One of the most important items was the creation of a sold core team.  This really was the foundation that was needed to begin to push the program forward and begin to make progress.”
During the past 6 months ACTA has utilized that core team and worked hard to achieve several important objectives and has realized valuable business growth. 
These objectives included meeting various training needs for key managers and employees.  The synergistic benefits of Snow College’s SBDC office partnering closely with the state’s Custom Fit Training program enhanced the training offered to ACTA.  For example, key managers and employees, including ACTA’s CEO, it’s president and also the general manager, participated in FranklinCoveys recently rolled-out “7 Habits for Small Business Managers” training program as offered by the Snow College SBDC with support from Custom Fit Training.
Another key objective was selection of a new Enterprise Resource Planning (ERP) system.  Through Snow College the SBDC provided significant technical assistance to help the company meet this need quickly.  According to Hill, “research and work to find and implement a new ERP system … will help to drive and manage our growth in the future.”

Beverly King, SBDC director from Weber State worked with Snow College’s SBDC to provide technical assistance to ACTA in producing the financial projection portion of their strategic plan. Additionally, the SBDC will provide assistance to ensure the company’s accounting system is compliant with the Defense Contract Management Agency’s (DCMA) standards. 
While the company is on the verge of even greater growth, it has already experienced much growth in terms of technology gains, expansion into new markets and revenue.

Market growth has included expansion into new parts production for such noted companies as Piper and Mooney. 
While many pre-venture and small start-up companies have been helped by the assistance of Utah Small Business Develoment Centers, ACTA’s story illustrates how even highly-educated, seasoned owners of successful companies can benefit a great deal from assistance.  According to Louis Marks, MPP advisor to Bell Helicopter, the SBDC has “provided experienced and talented developmental assistance.”  
In such a rural area, ACTA employs approximately 65 people with great jobs, a fact attested to by their exceptionally low employee turnover rate of approximately 1%.  They are a family friendly, community minded company that is making a significant contribution to the economy of central Utah.
ACTA is well on their way to fulfillment of their stated mission to “become the leading outsource for advanced composite structures in the Space/Aerospace arena.”

Reigning Irrigation
When Edna Shadduck worked for IFA in Salina, she managed the irrigation supply part of the business. When IFA told her that they no longer wanted to service that part of the industry, she and a partner decided to go into business for them selves, and sell irrigation systems to the local agriculture market. After a while in business, it came to light that the partner was not holding up his end of the deal, and communications had broken down. So, Edna began to arrange a buy-out. The buy-out was accomplished with the assistance of the SBDC, Economic Development Director, Six County Revolving Loan Fund, and Zions Bank. Edna and her son Lance Dobish (Pres.) took over the day to day operations of the business. They soon found out that the accounting was a mess. They couldn’t reconcile their financial statements. Their supposedly long term debt was short term debt, and wasn’t amortizing as intended. They also discovered that the insurance package for the business was grossly underinsured.  Their accounting system wasn’t being used, and accounting numbers were not accurate, nor reliable. The suppliers had them on a cash-up -front basis. In short, things were in terrible shape.  

With hard work and help from their mentor group, (SBDC, Six County, EDD, and Zions Bank), Edna, Lance and staff have implemented the full use of the accounting system and with the training from the program developer, Cougar Mountain, they are now in position to use the program information for the benefit of the company. They are now using it as a management tool, and can furnish reports to the financial institutions involved with them. They have taken the short term debt and turned it into long term debt, improving working capital. They have changed their status with their suppliers from a cash-up-front basis to Net 60 day. They have increased their insurance coverage to cover any liability problems, should they occur, and have adequately covered their other assets. They have increased their sales to three million dollars in 2008 and have increased their employee base from five to twelve. They now sell Irrigation Supplies that include Pivot Systems, Wheel Lines, Hand Lines, Big Gun Sprinklers with Gun Carts, Underground Pipe and Fittings, and Surface Gated Pipe. They provide all the installation along with the sale.  

Success can be attributed to Edna’s 30 years experience in business, her association with suppliers and overall business skills. Lance has strengthened the business with his skills in management and mechanical installation and equipment operations. They both have had some college education, but mostly on the job training, experience, and certifications have aided in their success.  

Like most businesses in small communities they are heavily involved in the community activities and events. They contribute to the local High School Sporting events, such as Football, Baseball, Track, Soccer, etc. They donate to other community needs as asked.  

Reigning Irrigation has benefited through the SBDC, by taking advantage of and completing the FastTrac® GrowthVenture™ course. When asked what benefited them the most, their response was, “understanding the difference of working on the business as opposed to working in the business.” They also improved their planning, vision, and pricing strategies. The SBDC also referred the company to Custom Fit training where they were able to get Lift Truck training, and Sexual Harassment in the Work Place training.
Logan SBDC 
Aaron Heap 

 

Aaron Heap is a gifted Entrepreneur.  He has currently started Fiz Golf, which manufactures a product for golf equipment cleaning device.  The business is located at 124 S. 600 E. Suite 300, SLC, UT 84102.  Phone: 801-355-5300.
 

 In 1998 the SBDC worked with him on Seven2, a business that was based on a patented kayak paddle technology and design. We put in a total of 84.75 hours under the SBDC between 1998 and 2001, working on his business plan, cash flow, pricing, and updating modifications as he went after additional funding and as assumptions changed.   His business had many hurdles, some of them almost insurmountable, but he overcame the obstacles and made his business a success.  He is currently operating in SLC. They currently employ 4 people with sales over $750,000

 

Aaron called the SBDC in 2008 for assistance with a second business idea.  

 

He plays golf.  He saw that there was a clear demand for an easy to use, easy to carry, product to clean gulf equipment and golf balls.  He needed financing and requested assistance in cash flow projections.  We provided that assistance in 2008.  

 

Due to having a template that would have taken several hours to put together, we were able to meet his needs in less than 5 hours.  Using the cash flow projections we provided, and, of course, his own connections, he raised $160,000, has hired 6 employees, and has had a $100,000 dollars in sales his first couple of months.  He forecasts that sales should exceed $500,000 in 2008.  

 

The SBDC has been fortunate to have significantly assisted Aaron in both of his business ventures.  Of course, it was the determination of Aaron to make a success of his various business ventures that brought him to this point. 

 

As can be seen by this example, significant assistance from the SBDC may require several hours of in-depth work, but it can often be provided in only a few hours.  But the actual success of the business is always in the hands of the Entrepreneur.

 
Adrienne Akers
Adrienne Akers, SBDC client 2006-2008, began her career in 1972 as a pediatric

physical therapist. In her work with families, they often told her horror stories about how

hard it was to find the services that their children needed and very how frustrating it

was .... especially for families living in rural areas, those without transportation, and

those who lacked child care in order to go into each agency's office. Her career progressed

and eventually she became a senior researcher at Utah State University. In all of

her years of service she never forgot the frustration that that those families faced and in

2001 she came up with an idea for a Universal Application System – now known as The

ONE Application, which would help governments streamline their application and paperwork processes with robust web-based solutions.

After several years of development, Adrienne came to the Logan Small Business Development Center in May 2006. She enrolled in the Business Plan For Success Course

with hopes of completing her business plan and opening her business. In 2007, Adrienne

Akers left a 34 year career as a senior researcher at the Early Intervention Research Institute at Utah State University to start up Dynamic Screening Solutions, Inc., creating innovative screening solutions for government and corporate entities.

The Logan SBDC consultants assisted Adrienne in several areas including:
• Business plan development

• Financial projections

• Pricing analysis and development

• Marketing plan

• Email marketing

• Sales strategies
Adrienne received $175,000 in financing and started her business in June 2007. To

date, she has landed several state contracts and recorded sales of over 300,000.  And the

company is already profitable.

Ogden SBDC

Jillie Willie 
SBDC and USTAR Assist Brigham City Businesswoman’s Pioneering Enterprise
OGDEN, Utah – Brigham City businesswoman Jill Willie Grover’s pioneering spirit should come as no surprise. It’s evident not only in her dedication to her fast-growing company, it’s also in her blood.

Her Jillie Willie line of clothing and fashion accessories, which combine pioneer sensibilities and design with modern fabrics and style, are blazing a trail much like that of her great-great-great-grandfather James G. Willie, captain of the Willie Handcart Company, who led a group of settlers on their arduous trek across the American West. 

In August 2006, Grover visited Martin’s Cove in Wyoming and spent three days retracing the footsteps of her famous ancestor, developing a newfound admiration for what he and the other pioneers endured. Grover said the experience changed her life and planted the seed for Jillie Willie.

Upon returning from the trek, Grover and her older sister, Debbie Griffiths, began making aprons to sell at Brigham City’s annual Peach Days festival. The response to the aprons was astounding. Grover sold out within two hours, and she and her sister were inundated with calls and orders for more, even weeks after the festival ended. 

“There’s something about aprons that conjures up memories of days gone by, of mothers and kitchens,” Grover said. Her line of aprons draws on that nostalgia and updates it with fresh colors, designs and fabric, and modern necessities, like pockets for cell phones.

Reminiscent of her pioneering ancestor, Grover’s path to success wasn’t easy. Just as the Jillie Willie idea was starting to take off, Griffiths took ill and passed away suddenly. 

“It was about the time I lost my sister that I started thinking, I need to really hit this or get out of it,’” Grover said. “I thought, ‘I’m done, I’m done,’ but I could feel Debbie’s spirit nudging me to go on and really hit it.”

And hit it she did. Soon, demand for aprons forced Grover to abandon sewing them herself, and she had to find a U.S. manufacturer to make the products. Jillie Willie also began to diversify, offering bags and slippers in addition to aprons.

“I’m good at design and the creative side of things, but I’m not a numbers person,” Grover said. “I wasn’t prepared to tackle the marketing and contract side. I really didn’t know where to begin.” 

With her expanding business facing new challenges and opportunities, Grover sought assistance from Beverly King at Weber State University’s Small Business Development Center (SBDC).

“I took in a stack of papers to Beverly, and she went through every page and explained it to me in words that I understood,” Grover said. The paperwork included a contract offer from the Neiman Marcus catalog.

King also referred Grover to Curt Roberts, USTAR’s Northern Utah Regional Technology Outreach director, who previously worked as corporate vice president for global strategy at Nike. 

“Curt knows the apparel business,” King said. “I knew having Jill talk to him could help her focus on some key branding, production and distribution issues.”

Grover said Roberts gave her insights into dealing with overseas markets, and his encouragement and excitement gave her increased confidence about the products and the Jillie Willie brand.

“It was great picking Curt’s brain,” Jill says. “He gave me some great advice on costs, and it was also helpful getting his perspective on branding and labeling. I remember he said, ‘Your product is of premium quality. Charge for that quality, and don’t sell to just anybody.’ He gave me confidence to engage with Neiman Marcus at favorable terms.”

Neiman Marcus ultimately placed some Jillie Willie products in its catalog and reordered twice, moving more than 1,000 items. Grover, who credits King and the SBDC with helping her understand the process, is amazed that such valuable expertise is available for free to small business owners. Grover said that when Neiman Marcus contacted her again this year about another placement, she was much more comfortable and immediately knew how to respond.

Jillie Willie products have been featured in several other publications, including the Ladies Home Journal’s December gift guide. Rave reviews have come from customers across the country including TV personality Kelly Ripa, as well as customers in Norway, Germany and Scotland.

Responding to customer feedback, Grover thinks the next step for Jillie Willie may be placing her products in retail settings. She has had preliminary discussions with stores like Nordstrom and Anthropologie.

After spending 15 years as a successful interior designer, Grover was able to use the Jillie Willie product to return to her first love: fashion design, which she studied as a student at Utah State University. The mother of three and grandmother of two loves that she can run the business from her Box Elder home. Manufacturing takes place in Los Angeles, with a warehouse in Brigham City.

“These aprons are my kids, and if somebody didn’t like one of them, I don’t know what I’d do,” Grover said. “Good thing the feedback has been so positive.”

For more information about Grover’s company, visit jilliewillie.com. 

Visit weber.edu/wsutoday for more news about Weber State University.

‑ jk -
WRITER: 
John Kowalewski, director of Media Relations 

Contact: 
Jill Willie Grover, founder JillieWillie

435-720-2129 ( jill@jilliewillie.com
Venture Outdoors
Venture Outdoors was founded in 1998 by Carol and Steve Olson of Brigham City.  Carol patented the DuraBladder™ pontoon system, a one-piece rotationally molded liner that is highly resistant to leaks, and semi-self inflating.  Four single-seat pontoon boat models were developed, and became a favorite of fly-fishing guides and other sportfishing enthusiasts. All of the rugged pontoon skins (that cover the bladders) were hand sewn by Carol.

The DuraBladder-based products performed well, but the retail prices were very high, and all mass retailers ordered their pontoon boats from competitors with off-shore manufacturing.  In 2006, Venture Outdoors began re-sourcing most materials and purchased components with suppliers providing high quality products at competitive prices.  The DuraBladder-based model line was re-named the DuraPro™ series.  Patent applications were filed on a new and innovative series of pontoon boats, the Fisher series, having rigid pontoons and modular construction.  An updated Venture Outdoors “leaping fish” company logo was launched, symbolizing the new directions that the company was taking.

In 2007, Venture Outdoors developed a partnership with a Chinese company based in Changzhou, experts in plastic mold design and production. Thanks to this competitive advantage, Venture Outdoors received the largest order in its history, from Wal-Mart Stores.  The order was for the new Fisher series models, the Echo Fisher 4’ modular kick boat and the Tahoe Fisher 6’ rigid pontoon boat.  Manufacturing space was leased in Business Depot Ogden to handle all final assembly and boxing operations.  Components were received from China in January 2008, and mated with pontoons and aluminum rowing frames produced in Northern Utah. 

In May 2008, Venture Outdoors celebrated ten years in business and also celebrated the shipment of the large Wal-Mart Stores order.  Local suppliers, customers, and volunteers (yes, volunteers) were honored.  In July, the company had a booth at the annual ICAST Sportfishing Retailer’s trade show in Las Vegas.  Several mass retailers are looking at the DuraPro and Fisher models, as well as a third series of pontoon boats to be launched in early 2009.

The Small Business Development Center at WSU helped Venture Outdoors in forming a business plan that allowed financing of tooling and supplier purchases prior to receipt of customer payments.  Wells Fargo Business Banking provided the funds, which may not have been possible without a well-developed business plan.

Looking forward to 2009, Carol continues as President of Venture Outdoors.  She also serves the greater Brigham City community as volunteer Director of the Pregnancy Care Center.  Venture Outdoors plans to continue giving back to the local community, in response to the support and hard work provided to the Company by individuals, organizations, and corporations of Northern Utah.
Orem SBDC

Flirty Aprons
[image: image4.emf][image: image5.emf]
Flirty Aprons began as a concept on Mother’s Day 2007. Jamie Taylor was looking for an apron for her mother on Mother’s Day, and found nothing that was remotely appealing. So she started her first sewing project, and created her own apron. Then, in December of 2007, Jamie met Heather Hansen, who was in training to replace her at her current position. The ladies started talking; and together with their husbands, Spencer and Joseph, decided to start a business together. The two couples put together ten business ideas each, and from these forty ideas - they chose to sell aprons.  They considered this idea to be the quickest way to raise money for a larger venture. Little did they know, they had stumbled upon a business that would grow very quickly and become their “large venture.”  

Throughout the startup phase of the business, the Taylors and Hansens ran into several unexpected hiccups. Finding a manufacturer was difficult, until they found a fabulous one that was right in their backyard - someone that was close enough to supervise and make sure the design was being printed and made as desired. The next obstacle was getting funding. After being turned down by numerous banks, they discovered America First. At the time, Joseph and Heather Hansen were also going through a home purchase and America First assisted them with both loans. Unfortunately they had to first get approved for the home loan, and only then were they able to apply for the business loan. This delayed the opening date slightly, but they finally obtained their first business loan.

Joseph had previously found the Small Business Development Center online while exploring the possibility of starting a gym in the Alpine area. He had taken the ‘Internet Marketing’ and ‘Start Smart’ classes at the Orem Small Business Development Center and learned a great deal from those classes.  Then he met with Ken Fakler about the ‘Flirty Apron’ concept. When Ken introduced him to the SBDC Joseph said, “this is a hidden gem no one knows about.” Spencer said that “Ken has given a lot of advice. He has helped shape the company, given us direction, and been so encouraging.” The Hansen’s and Taylor’s also read the book ‘The E-Myth Revisited.’ This book has been a guideline for them as they’ve started. It has shown them that having a business model rather than just being self employed is the key to success.  

Flirty Aprons was expected to be a small side business for these families. They were hoping to sell a few aprons to stores like Bed, Bath and Beyond. However, after opening their first store in March 2008, they quickly discovered, that flirty attractive aprons was a concept that no one had tapped. They found that it was not just a local need, but a concept that had worldwide appeal - one that was worth expediting. Within the first three months of opening ‘Flirty Aprons’ their actual sales tripled over their projected sales. Furthermore, within a two week period the company earned enough capital to pay off all start up costs. Their beta test was a resounding success and taught them many valuable lessons to expand to the next level. They are now preparing to open a second location in mid July, 2008. They are also expanding their website and setting up their distribution network from which they hope to go nationwide, soon. A simple household need has turned into the venture of a lifetime- what a ride for four more entrepreneurs.
Flirty Aprons, LLC

575 East University Parkway

Orem, Utah  84058

www.flirtyaprons.com

Gloria’s Little Italy
Gloria Bonfanti grew up on the Marina Di Pisa Coast in Italy. Her family has been in the restaurant business for three generations. Her grandfather owned many restaurants in the area; and her father, in turn, growing up with thirteen brothers and sisters, started up his own restaurant on the Pisa Coast. Growing up, Gloria learned her dad’s different recipes and experimented with them on her own. Gloria moved to the United States eleven years ago with her family, and settled in Utah. She always had an urge to start her own restaurant.
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Nine years ago, Gloria took a cake decorating class at BYU. She began working at BYU in their catering department, and then began catering parties on her own. At this time, she found a great location for her own restaurant, but she only had one week to sign the lease, she passed because the timing wasn’t right. She feared the overwhelming thought of owning her own business in a foreign country, and the time commitment that would take her away from her three small children. Over the next six years, while catering for others, people would constantly ask her why she didn’t start her own business. There was no real authentic Italian food available in the county, and the dream of owning her own restaurant kept recurring to her.

Gloria and her family again started looking for a location to open a ‘trattoria’ or small family styled restaurant. It was important for her to use authentic Italian meat and cheese, as well as gelato. Gloria investigated several different locations. She was interested in a location in Riverwoods Mall, and other outdoor malls; but the banks would not loan her enough money to start. Then Gloria stumbled onto the small building in Provo that she had fallen in love with six years before. The building was available again, and the bank loans finally went through. The only stumbling block this time was that the landlord of the business had little faith in Gloria’s business model. 

They felt that Gloria did not have enough experience to succeed, but they still accepted the rent money and Gloria readied the building to launch.

At the same time, Gloria’s eldest daughter, Letizia, was attending BYU. She heard of the SBDC in one of her classes, and they signed up for an appointment to meet with Ken Fakler. Ken assisted them in writing a well established business plan, and confirmed his confidence in Gloria, her family, and her dream. Gloria says, “Ken pushed me and gave me confidence to do it. He is a nice man, hard working, knows how to do his job.” Ken assisted with the Business Plan and proforma budgets for 3 years; and finally they were able to get the business running.

Gloria and her family visited the local restaurants to compare prices and services of the competition. She found suppliers to import fresh meat and cheeses from Italy; and found the correct ingredients to make the perfect Gelato. Gloria’s dream of eleven years had finally become a reality. Gloria has one hint that she would like to give anyone starting a new business, “Have one goal you want to do in your life- and do it! That one opportunity is so great and you have a blessing.  If you will use your talent you will be successful in life, in spirit, and financially.”

Gloria involves her whole family in the business. All three children ranging from 13 to 25 years old and her husband, Mauro, take full responsibility in running the family restaurant.  Their future plans are to expand to another location serving quick deli a sandwiches and desserts to go.  But for now they are happy with their lovely ‘trattoria’ and deli.

Gloria’s Little Italy- Owner: Gloria Bonfanti

279 East 300 South

Provo, Utah 801.805.4913

Price SBDC

Kara Heugly Counseling
Kara Heugly started with no clients, and currently has many clients in just a matter of 15 months.  She was able to finance the start of her business from money from her previous job.  A few obstacles that the USBDC has counseled her on, and helped her overcome so she could continue to be a successful business have been; she has had 5 secretaries in the past 15 months, which has been a real problem for her business.  It has been a process just finding someone with the skills needed to help her run the front office.  She also feels that it has been a learning process for her and her employee to learn these skills together as a team.

Kara Heugly Counseling first approached the Price SBDC with questions regarding networking and computers.  They have had to stumble through the new software that she needed to run and maintain her business.  The USBDC has helped her through the steps of working the programs and helping them with networking between Therascribe, Shrinkrapt, and Outlook.  Since that first initial contact, the Price SBDC has been able to help Kara with many other questions and concerns. 
The USBDC has also help Kara Heugly Counseling with boosting her confidence and in getting them to want to know more about how to run a successful business, and on things that need to be done in order to do so.  It created a few stumbling blocks for Kara when she did not know about the business end of the counseling business.  There were many discussions between Kara and her office manager about, who’s responsibility it is for certain tasks.  Kara wanted to just do counseling and wanted the office manager to do the front office.  When in-fact Kara needed to be involved at all times with the front office to insure her business was being taken care of properly.  

Kara Heugly is on the road to being a very successful business in helping others with there lives, and will continue to provide others a sense of well-being.  
M2M Marketing
M2M was established after one of owners came to work one day to find the office building empty.  While wondering what to do, she decided she could start her own business providing a similar service.  With the help of her partner, Misty and Mindy started M2M marketing.  It was originally designed to be a inbound telemarketing company with clients in the real-estate market.  About this time M2M approached the Price Region SBDC for help on setting up the business legally.  The Price SBDC was able to help them with the steps of business registration and get them enrolled in a FastTrac business basics class.  When the real-estate market began to decline in 02/2008, M2M began to re-think their marketing strategy.  

With the new approach they have contracted with a company back east that is having M2M Marketing contact potential clients that may be interested joining this company.  This company contracts with M2M to do outbound calling in the energy industry. 

During this change the Price SBDC has been able to help them with many obstacles and questions.  As Misty and Mindy have found out there are many obstacles in getting started with their business.   They continue to find that there are not many people with skills and the desire to work for the business.  As they continue to grow they find employees are their largest problem.  Just finding the right employee is a hard time.

Along with growth and all the hiring they have been doing they have ran into a problem of not having enough computers.  The USBDC has helped them prepare the appropriate paperwork for applying for financing, in which they were able to obtain a loan through the Southeast RLF.   With this loan they were able to purchase new computers and software for there expanding team.

From the start M2M has enjoyed hard but steady growth in their business, and has appreciated the help the Price SBDC has been able to provide.  
St George SBDC
Network Creators 
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 Eric Werny’s Network Creators, a High Tech Success Story

Eric Werny has been in and around the High Tech industry for over 40 years. He cut his teeth as a Field Tech for Kodak, after that he spent 10 years as a 2-way radio shop owner. 
When he came to St. George he started a Hosting Provider for the Internet called Digital Rapids.  It was a successful company with over 300 Customers and Sales of $80,000 per year.  The business was run by Eric and his son Matthew.  He provided services to both businesses and residents.  

Eric has used the services of the St. George SBDC since January 6, 1998. He has always believed in using the many services of the SBDC to make sure his decisions make sense and that he is headed in the direction of profitability.  He has used the SBDC as a sounding board and is a graduate of the NXLevel program.  Additionally, he has used the literature and seminars from the SBA and the SBDC in his Business.  
Digital Rapids made a profit each year.  However it got harder and the margins got lower as the competitors entered the business and turned Internet Providing into a commodity. Eventually Eric got out of the Hosting Provider business and started another business.

The new business is Network Creators, LLC.  It is currently funded internally through capital from personal funding.  As the current company grows, it will require not only SBA funding but additional classes and resources such as Dashboard, 7 Habits for Small Business and the FASTTRAC Growth Venture.  Eric is always willing to learn ways to improve his business. 
As he made the transition from his old business in 2005, the new core business at Network Creators became that of providing its customers with a focused set of IT solutions.  Today, Eric is what is called a “Solution Man.”  He can handle both hardware and software problems for small business and some businesses that are not so small. Network Creators has Strategic Partners such as IBM, HP, Qwest, Dell, Lenovo, CBL, IBM Lotus Notes, Columbia Soft and eighty additional telecommunications that provide international access, to name the major partners.
Eric loves to find solutions. That is what he does. Several of the solution areas currently being addressed are: Prevention and Recovery; Data/Voice Circuits; Data Centers; Web Presence; E-Business; Backup Solutions; and Project Funding.
As Eric has grown dramatically, this past four months, he faithfully reports his progress to the St. George SBDC.  He takes advice well and always implements it, if he thinks it will profit his long term success.  The sales have grown to where he will break into the six figures for Revenue at the end of his fiscal year which ends in May, 2009.  His Sales Forecasts and Revenues streams are currently on target at $13,000 per month. 
Eric has always been interested in the Marketing of his products. The SBDC has helped in the presentation of his Website and the impact of the first impression.  The SBDC has also working with him on the marketing materials and marketing penetration within the ST. George area. 
In addition to his busy schedule, Eric takes time to be an integral part of the Dixie Techs organization here in St. George. This is a new organization founded through the USTAR and Jill Elliss to bring the Tech people in St. George together to improve communications and networking of people and ideas. Also, he has great passion for the Data Centers taking shape in St. George and the possibilities it will create for St. George.

Eric Werny CEO

Network Creators

1173 S. 250 W. Suite #211B

St. George, UT. 84790

Phone 435-986-4244

Fax 563-405-2837

Website www.networkcreators.com
ewerny@networkcreators.com
Core Savvy
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Leigh Stephens Core Savvy Pilates/Yoga Studio Success Story
Since the time Leigh was 8 she ran around in leotards.  As she says “she was a high class gym rat”, learning every type of dance discipline available.  She still wears spandex today! After high school and college she found herself drawn to a fitness discipline that has been around since 1920 but just started to gain popularity in the 1990’s as a gentler path to health and wellness for all of the Baby Boomers who want mind-body fitness in a more Zen like technique.
Leigh went through the rigorous training to become a Certified Power Pilates Instructor. Now she has started the Core Savvy Participating Power Pilates Studio and Yoga Studio. When it opens shortly, it will provide St. George and the surrounding areas with an environment of physical and mental renewal for men and women who desire to feel and look their best and at the same time develop a soulful connection between the inner strength and beauty and the authentic self.
Leigh has been teaching her clients at other facilities in St. George, but it never quite seemed to have the complete environment.  She had a great desire to be on her own.  She believed she had a client base that would follow her to an improved facility.  She also knew right where to go for the business help she would need to start this project.  Leigh’s mother Kelle Stephens is the Custom Fit Director at the Dixie Business Alliance.  Kelle immediately sent her to the SBDC.
Originally, Leigh was going to have another partner, her sister that eventually went by the way side. Therefore the Business Plan had to be adjusted as her sister’s hair salon would have been a significant revenue generator.  There were other changes as a potential teaching yoga partner changed direction.  These setbacks have only made Leigh stronger. 
The final Business Plan was solid and took into effect the possible changes that have already taken place even before the business opens.  She has had to downsize the location from the original Business Plan but she has ended up with an improved location.  The new revenue and cost figures work well and Revenues in the first year will produce a profit between Pilates, Yoga and Lululemon clothing and accessories.  The second year revenues will approach six figures.

Leigh received the required capital through a local bank who was very impressed with Leigh and her very complete Business Plan.  As Leigh said “it was a good thing my mother worked next to the St. George SBDC.”  Leigh will continue to receive training and classes such as BizSMART, 7Habits for Small business and later on FAST TRAC Growth Venture. 

Leigh Stephens CEO

Core Savvy

2 W. St. George Blvd.

St. George, UT. 84770

Phone 435-229-7436

Website: leigh.pilates@gmail.com
Vernal SBDC

Brixey Chiropractic
Mark Brixey had taken some college courses years ago from Mark Holmes the Regional Director for the Uintah Basin SBDC.  He left the area earned a Doctoral Degree in Chiropractic Medicine and returned to the area to go into business.

As an example of the current economic situation in the area, the first thing that happened when he returned was to be approached by a friend with an interest in partnering with him to start a horizontal drilling company.  Mark decided to follow his own career path and work as a chiropractor.  The next question was whether he wanted to start his own business or work for another Doctor with an established practice.

Dr. Brixey came to the Uintah Basin SBDC for help making the decision.  He was advised to be very careful in committing to work for another doctor and to fully understand the terms of any non-compete agreement.  If there was something he didn’t understand he was told to seek advice from an attorney.  That simple bit of advice was a turning point.  He was about to sign on as an employee that couldn’t start a business of his own for three years after termination which would have eventually meant working as an employee for the rest of his life, leaving the area or leaving the profession.

Other analysis was done including a cost revenue analysis of his different options where he was advised to do things like ignore sunk costs and costs that didn’t differ between alternatives.  Dr. Brixey participated in the BizSmart course to develop his business plan.

The end result was that Dr. Brixey worked out an agreement that will work into a partnership with the other Doctor thus protecting his long term interests and allowing him to work in his chosen profession.

Brixey Chiropractic

Mark Brixey – Owner

936 East 2910 South

Vernal, UT  84078

801-879-2673

bricksman007@yahoo.com
Color Country Flooring
Sonni Beckstead is the first product of the joint venture between the Utah SBDC network and Utah State University Extension.  The partnership was created to reach rural areas of the state that may be underserved due to their remote location and distance from cities with business resources.

Sonni first became acquainted with the program at the Garfield County Business Conference.  After participating in a session presented by Mark Holmes of the Uintah Basin SBDC, Sonni decided her business idea could benefit by her becoming part of the online business accelerator offered by the Uintah Basin SBDC.

After an initial training Sonni was off and working with the Dashboard Software for startups which really helped her pull her ideas together.  It also caused her to analyze areas of her business that she hadn’t thought about previously.  An integral part of the Dashboard Software is follow-up counseling provided by Mark Holmes in the Uintah Basin.  This is done by connecting Sonni’s computer to the counselor’s computer via internet programs for visual items and a phone call for the audio.

The goal of the business accelerator is to have the client graduate by starting their business within 90 days.  Before 60 days from the first contact with the SBDC Outreach Program were over, Sonni left her job at a local hospital, started her business and made her first carpet sale.  Now she is working the business full-time and her husband is laying the carpet.  Plans are currently underway for hiring an employee or working out a sub-contracting deal with a company in another town so Sonni’s husband can eventually take some time off.

Color Country Flooring

Sonni Beckstead – Owner

5533 North Highway 89

Panguitch, UT  84759

435-676-8997

tsbeckstd@scinternet.net



A U.S. V-22 Osprey tilt rotor aircraft flies a test mission. 
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